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For any educational institution, the largest and most significant 
constituency is its alumni. At the Crummer School, we realize 
that no institution can reach its fullest potential without the 
involvement and support of its alumni . The alumni/ school rela-
tionship is a continuing bond that needs to be maintained much 
like a friendship. 
To this end we have appointed our first Alumni Relations 
Director, Matthew Bretz, who is a 1995 graduate of Crummer. We 
recognize and value our alumni. We encourage you to become an 
integral part of the Alumni Association and to support the school 
as we continue to improve in our delivery of a superior educa-
tional opportunity for our students. 
We are pleased to announce several new developments at 
Crummer that will impact all of our alumni. After significant deliberation, we have 
developed our strategic direction and I want to share it with you: In the next five 
years we plan to be a "Top 20" graduate business school and to be recognized as 
such. I am confident that this objective can be achieved. 
There are four keys to our success: to recruit highly qualified students; to deliver an 
MBA program of the highest quality; to provide premier career management ser-
vices; and to deliver stellar executive education programs to Central Florida, the 
nation, and the world. 
Of these four keys I would like to address two specifically: First, we have devel-
oped two new MBA programs in response to our research of the marketplace. The 
Early Advantage MBA (EAMBA) and Accelerated MBA (AMBA) programs will 
allow us to capture niche markets within the MBA environment. They are detailed 
later in the magazine and I encourage you to spread the word regarding these excit-
ing new programs . Second, we have been given a matching grant by the Edyth Bush 
Charitable Foundation to build an Executive Education Center as an addition to the 
Crummer Building. We are thrilled with the prospect of offering non-credit execu-
tive education of the highest caliber to people from all over the world. We hope to 
break ground on this addition in 1996. 
As you know, we possess excellent faculty, superb students, and an environment 
that supports the learning process. We are excited to be at the forefront of educa-
tional excellence and to achieve recognition of the Crummer School's ability to pro-
duce the best and brightest managers. 
I look forward to you being a part of Crummer's bright future. 
Sincerely, 
~tl-~ 
Edward A. Moses 
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ROGRAM 
• A 54 Credit-Hour, Fully Integrated, Quality MBA 
Degree Program 
• MBA Completed in Less Than a Year of Study 
• Minimum Career Interruption 
• Excellent Placement Opportunities 
• Classes Enriched by Diversity of Student Work 
Experiences 
• No Undergraduate Business Degree Required 
• Global Business Issues Emphasized Throughout 
Curriculum 
The Accelerated Master of Business Administration (AMBA) 
Program is designed for achievers, and enables talented, expe-
rienced students to complete a 54 credit-hour MBA program in 
11 months. 
The major benefit realized by this sd1edule is that less than one 
year of employment hiatus is required. This is a distinct advan-
tage to students who have begtm rewarding careers and who 
wish to forego less than a year of salary and career progression 
opporturtities. 
Some companies have policies that pennit students to take a 
one-year leave of absence to pursue an MBA degree, dwing 
which time employment status is maintained. The condensed 
time frame is highly recommended for students who wish to 
acquire essential management skills and a -edentials without 
sacrificing any more than a year's salaiy ai1d promotion 
opportunities. 
"Early signs of a trend taward fast-track' [MBA] pro-
grams are already appearing. Stretching a part-time 
MBA program over three to five years is hard on the 
student and disntptive to the company. Everyone ben-
efits by getting the job done faster. For business schools 
looking for ways to innovate to better serve their cus-
tomers, the fast track option makes sense." 
Ronald N. Yeaple, Ph.D. 
Author, The MBA Advantage 
• 
ACCELERATED STUDY THROUGH 
APPLIED TEGINOLOGY 
The AMBA Program is able to cover all 24 courses in their 
entii-ety over ai.1 11-month period due to the experience level 
and credentials of students, the extensive use of tedmology, 
and the superb instructional skills of the faculty. 
The Crummer Sd1ool incorporates usage of advanced com-
puter applications in every cow-se, thus accelerating coverage 
of course material. Because students can use computers for 
calculations ai1d "what-if' scenarios, time savings ai-e extraor-
dinaiy. In fact, faculty members acknowledge that without the 
advanced tedmology components, the accelerated program 
schedule would not be possible. 
TI1e fully integrated cmriculum is cai-efully coordinated so that 
no 1-edtmdai1ey of mate1ial occw-s. Each course builds upon 
the mastery of p1-evious cow-ses, emphasizing application of 
business concepts rather than just theory. 
THE HANDS-ON BENEFITS OF FIELD STUDY 
Many cow-ses include a field study component, in which stu-
dents go into the business conunwuty, ai1d work on site with a 
compai1y to study, ai1alyze, ai1d resolve an actual business prob-
lem. Tius hai1ds-on expe1ience, gained under "field conditions," 
is invaluable for potential top mai1agers ai1d senior executives. 
Tivoughout the AMBA Prograin, the case method of instruc-
tion is used extensively, and the shai-ed experiences of class-
mates 1-esults in a dynanuc learning environment. 
No UNDERGRADUATE BUSINESS DEGREE IS 
REQUIRED 
TI1e AMBA Prograin at Cnunmer is one of only a few MBA 
prograins of one year or less in the cow1try that does not 
require an undergraduate degree in business. TI1e prograin is 
designed so that non-business majors ai-e inh·oduced to busi-
ness concepts ai1d quickly build a comfort level with these con-
cepts equivalent to students in the AMBA Program who have 
tmdergraduate business degrees. 
Participai1ts in the AMBA Prograin ai-e accomplished individ-
uals from many fields of study with varied industry experi-
ence who ai-e conunitted to succeeding in tlus lugh-quality aca-
de1nic program. In order to ensure acadenuc excellence, tl1e 
adnussion process is lughly selective. Faculty members ai-e 
dedicated and expe1ienced educators ai1d ai-e com.nutted to 
providing tl1e lughest quality MBA insh11ction. TI1e leai1ung 
envirG1u11ent is stimulating ai1d provides a wuque opporturti-
ty for completion of tl1e MBA degi-ee while minimizing lost 
salary ai1d interrupted cai·eer progression . 
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COURSE REQUIREMENTS 
AMBA students receive the Master of Business Adrninistration 
degree. This is a general management degree that provides a 
skill base to manage complex problems in a global environ-
ment. All courses include the use of advanced computer and 
telecommunications technology, and cover the spectrum of 
international business issues. The AMBA Program requires 54 
a-edit-hours for completion, and consists of four business con-
cepts courses (9 credits); eleven core courses (30 credits); eight 
electives (12 credits); and or1e integrating course (3 credits). In 
addition to the required course on Cai-eer Development, 
AMBA students ai-e encouraged to paiticipate in Crummer's 
excellent placement programs, the Mentor Program, foreign 
language offerings, and the Global Business Practicrnn elective 
course. 
THE AMBA PROGRAM OF STUDY AND SCHEDULE 
The Crummer School enrolls one AMBA class each year, start-
ing in Jrn1e. Each class prog1-esses through the program as a 
group. The strong bonds that students f01m with one anothe~ 
both in small study teams and as a class, provide mutual sup-
port dmi.ng the 11 months of study. Students' p1-evious work 
experience contributes to the leai11ing process in classroom dis-
cussions, and supports the advanced pace in covering business 
the01y and applications. 
The Cnunmer School has achieved national 1-ecogi1ition, and 
indeed has won national awai·ds for the desigi1 of its 01ienta-
tion progi·ams. 
Students begin their studies at the Cnunmer School with a 
three-and-a-half-week orientation, dming wl1ich credit is 
eai·ned for completion of th1-ee courses: MBA 501, MBA 502, 
andMBA503. 
• MBA 501 covers case study analysis, team building, 
leadersl1ip skills, time management, and computer 
applications. 
• MBA 502 covers presentation skills. 
• MBA 503 addi-esses legal, ethical and social issues in the 
business environment. 
• MBA 504, the cai-eer development course, stai·ts dmi.ng 
01ientation and continues through the first tenn. 
• 
Steve Gauthier is Assistant 
Dean and AMBA Program 
Director. Mr. Gauthier directs 
admissions, scheduling, acade-
mic advisement, and activities 
for AMBA students. 
These four management concept courses provide ai1 impor-
tant framework for the AMBA cur1iculum. (An optional pre-
orientation computer seminai· is offered for students without 
previous computer expe1ience.) Students may also choose to 
participate in a foreigi1 language immersion com-se p1ior to ori-
entation. 
The AMBA cmriculum is composed of a sequence of course 
modules offered in six-week terms, except for the first module, 
which is nine weeks in length. The c01-e courses provide a 
strong business management fatmdation. During core com-s-
es, faculty teams m011itor the progress of each student and 
work to ensrn-e integration of c01-e content without redtmdan-
cy of com-se mate1ial. 
Following completion of the c01-e requirements, students select 
elective courses. The Crumrner School offers a wide variety of 
quality electives. Students may select concentrations in 
accounting, management, finance, operations management, 
international business, or mai·keting. These concentrations 
support students' employment goals and provide a distinct 
advantage in the job search process. Students may also cl1oose 
not to select a concentration and instead take a broad range of 
electives. 
Beginning with Sununer Tenn, courses meet Monday through 
Friday of each week. Some courses meet once a week; others 
twice a week Core courses and electives differ in number of 
terms to receive course credit. Some com-ses are completed 
during one term; others 1-equire two tenns. Students are auto-
matically scheduled for c01-e courses. Drning subsequent 
tem1s, students may choose electives to complete their indi-
vidual progi·ams of study. A concenh·ation in one of the fw1c-
tional ai-eas of business study may be earned by taking six elec-
tives in one acaden1ic discipline. Students, howeve1~ ai-e limit-
ed to six electives in any one acaden1ic discipline . 
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PRE- PROGRAM WORKSHOPS 
UNE I - 9, 1996 JUNE 10 - 12, 1996 
Foreign Language 
lmmer.iion Course 
(* op1ional) 
Compuler Skills 
Seminar for 
Beginners (optiona1 
* A thn:,"C-crcdit Foreign Language Immersion Course 
may be 1aken. ll1is will increase 1he 101al cnxlits 
earned to 57. 111ere is an extra charge for this course. 
t 
) 
MANAGEMENT CONCEPT COURSE s 
UNE 13 - JULY 9, 1996 
MBA 50 I Managemenl Analysis (5 c11xli1s) 
C1SC Analysis & Problem Solving 
Team Building & Lcade1, hip Skills 
Time Management 
Computer Applications 
MBA 502 Managemenl Presentation Ski lls ( I c11.'dit) 
MBA 503 Legal, E1hical, & Social Issues ofBusiness 
(I Clt'Ciit) 
** MBA 504 Cait>er Developmenl 
Credits earned: 7 
** MBA .504 C-m~cr Development is a two-day intensive 
cornse held July 8-9, 1996. MBA 501 ,MBA 502,and 
MBA 503 will be held June 13-July 3, 1996. MBA 
504 will continue in Summer Tenn. 
t 
SUMMER T ERM (9 WEEKS) 
UuLY 10 - SEl'J'f.MBER 11, 1996 
ACC 50 I Financial Accoun1ing (3 cnxlils) 
MKT 50 I Markc1ing Management (3 c1cdits) 
QBA 
ECO 
501 Qua111i1a1ive Business Analysis (3 cncdits) 
503 Economics ror Manage" (3 cnxli1s) 
MGT 50 I Organizational Behavior (3 c1cdi1s) 
MBA 504 Can:cr Developmenl (con!.) (2 cn.•dils) 
eamed: 17 Cmli1s 
t 
FALL TERM - I (6 W EEKS) 
SEPTl:.!\ IBF a< 16 - OCTOBER 25, 1996 
ACC50 2 Manage1ial Accounling 
FIN50 I Financial Management 
POM50 3 Opemtions Management 
Business in a Globa] Environment INT501 
MKT50 
Creditse 
2 Maite1ing S1m1egy (I 5 rnxli1s) 
amed: /5 
t 
PROJECT P ERIOD 
JcroBER 26 - NOVEMBER 5, I 996 
Mentor 
ConsultiT 
Program Meetings (optional) 
1g Projects (optional) 
e.scarch P1ojects Class R 
t 
FALL T ERM - II (6 WEEKS) 
N0VF.Mlll· :R 6 - DECEM BER 20, 1996 
ACC50 2 Manage,ial Accoun1ing (cont.) (3 rnxlits) 
Finai1cial Maiiagemenl (cont.) (3 c1cdits) 
503 Opemlions Managemen1 (cont.) (3 c1t'<li1s) 
Business in a Global Environmenl (cont.) 
FIN 50 1 
POM 
INT501 
(3 credi 15) 
Eleclive (15c1cdits) 
Cm/its earned: /35 
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l 
SPR ING T ERM - I (6 WEEKS) 
UANUARY 7 - FEBRUARY I 8, 1997 
MGT 612 Management Policy 
MIT 50 I Managing lnfonnation Technology (I 5 credits) 
Elective (15 cnxlits) 
Eleclive (15 cnxlits) 
Eleclive (15 c1cdits) 
Credi1s earned: 6 
t 
PROJECT P ERIOD 
FEBRUARY 19-MARCH 9, 1997 
Global Business Prncticum (opl ional) 
Mentor Pmgram rv1eetings (optional) 
Consul1ing l~ojecls (op1ional) 
Class Reseruch Projec1s 
t 
SPR ING TERM - II (6 WEEKS) 
MARCH 10 -APRIL 18, 1997 
MGT 612 Mai1agemen1 Policy (cont.) (3 c11.'dits) 
Elective (15 credits) 
Elective (15 c11.'dits) 
Elective (15 c11.'dits) 
Elective ( 15 c11.'dits) 
Credits eamed: 9 
t 
GRADUATIO N 
APRIL 26, 1997 
TaTAL Cm/its earned: 54* 
~ 
-- --
• A Fully Integrated Two-Year Study Program 
• Specifically Designed for Recent College 
Graduates 
• No Work Experience Required 
• Excellent Placement Opportunities 
• No Undergraduate Business Degree Required 
• Internships, Business Experience, Mentor Program 
• Global Business Issues Emphasized - including 
International Study Trip 
The Early Advantage Master of Business 
Administration (EAMBA) Program at the Crummer 
School was created specifically for students who have 
just completed their undergraduate degrees, have little 
or no work experience, and wish to pursue an MBA 
degree before starting their careers. This program is 
highly selective, and only accepts students who have 
already demonstrated academic achievement and 
strong potential for career success. The two-year 
EAMBA Program combines a rigorous academic pro-
gram with work on real-world projects. This combina-
tion of courses and practical work experiences provides 
an exceptional way for students to gain both an MBA 
degree and actual work experience simultaneously. 
The Crummer School is the only quality graduate busi-
ness school in the United States that offers this distinc-
tive educational format. The EAMBA Program pro-
vides students with several unique advantages: 
• Immediate preparation for a business career 
following graduation 
• No interruption of career progress at a later date 
• Exploration of a variety of career options 
• Exposure to many industries and organizational 
structures 
• Opportunity to identify individual skills and 
interest before committing to a career direction 
• 
Students visiting The Orlando Sentinel production site. 
Students participate in a quality learning experience that pre-
pares them for a "quick start" to begin their chosen business 
careers. 
Participants in the EAMBA Program are selected based upon 
their academic records, strong potential for career success, and 
aptitudes to excel in a demanding academic program. Class 
size is limited to a select group of exceptional students, with 
and without undergraduate business degrees. 
Shidents entering the EAMBAProgram are expected to assim-
ilate business theories quickly in order to apply them to learn-
ing situations, such as case shidies and special company pro-
jects. At the same time, the EAMBAfaculty is committed to the 
expe1iential learning process and to helping accelerate new 
shidents' understanding of the required body of business the-
ory tmderlying that process. 
COURSE REQUIREMENTS 
TI1e EAMBA degree is a general management degree that pro-
vides a skills base to manage complex problems in a global 
environment. All courses include the use of advanced com-
puter and telecommtmications technology and cover the spec-
h1,1m of international business issues. TI1e EAMBA Program 
requires 59.5 credit-hours for completion and consists of four 
business concepts courses (10 credits); eleven core courses (30 
credits); the International Shidy T1ip (1.5 credits); ten electives 
(15 m ~dits); and one integrating course (3 a-edits). In addition, 
all EAMBA students are 1-equil-ed to participate in the Mentor 
Program and are encouraged to accept a summer internship, 
within the U.S. or abroad . 
HOLIDAY 1995 
Th, EAMBA RAM OF STUDY AND SCHEDULE 
Janssen Pharmaceutical intern in Belgium. 
The Cnunmer School enrolls one Ea.i·ly 
Adva.i1.tage MBA class each yea.i~ sta.iting 
in August. Each class progresses th.rough 
the progra.in as a group. As in the AMBA 
Progra.in, students form strong bonds in 
both study tea.ins a.i1.d as a class, a-eating a 
network of support throughout the pro-
gram. For these 1-easons, the Cnurnner 
School has one of the highest graduation 
rates in the nation. 
The EAMBA Progra.in begins with a 
three-week orientation, during which 
o·edit is awarded for completion of one 
Ma.i1.agement Concept course, MBA501. 
The Crummer School has achieved 
national recognition, and indeed has won 
national awa.i·ds, for the design of its 011-
entation progra.ins. MBA 501 covers such 
topics as case a.i1.alysis, problem solving 
techniques, ca.i·eer development, a.i1.d com-
puter applications. (Students with no p1-e-
vious computer expe1ience ca.i1. take a.i1. 
optional non-credit, p1-e-01ientation com-
puter se1ninar.) 
MBA 501 also covers team building skills 
and leadership development, incorporat-
ing activities used in such progra.ins as 
Outwa.i·d Botmd. In addition, students 
begin the experiential lea.i1ung component 
of the program through compa.i1.y site vis-
its, with each visit illustrating a key busi-
ness management concept. 
The 59.5 o·edit-hour Early Adva.i1.tage 
MBA curdculwn extends over the tradi-
tional two-yea.i· academic schedule. It is 
compdsed of a sequence of six-week 
course modules a.i1.d incorporates a va.ii-
ety of business work experiences. The first 
year of the progra.in covers core courses 
and the career development course. 
Drning the second yea.i~ students com-
plete their cm-e courses a.i1.d select elective 
courses based on their individual interests 
and ca.i·eer directions. 
Students ca.i1. ea.i11. a concentration in one 
of the ftmctional a.i-eas of business study 
by taking six electives in one academic dis-
cipline. Areas of concentration include 
accatmting, finance, ma.i1.agement, inter-
national business, ma.i·keting, a.i1.d opera-
tions ma.i1.agement. Students a.i-e linuted 
to six electives in a.i1.y one academic disci-
pline. Students may also choose not to 
select a concentration, a.i1.d instead take a 
broad va.iiety of electives. 
Starting with Fall Te1m I, courses meet 
Monday through Fdday for six weeks. 
Most core courses a.i1.d the integrated 
course a.i·e conducted over two consecu-
• THE CRUMMER QUARTERLY 
tive six-week terms. During core courses, 
faculty teams monitor the progress of each 
student and work to ensure integration of 
core content without redw1.dancy of 
course matedal. Electives may either be 
one te1111. or two terms in length. Drning 
the first yea.i~ students a.i-e automatically 
scheduled for all courses. In the second 
year, students detennine their schedules 
based on the elective courses they select. 
INTERNATIONAL STUDY TRIP 
One of the lughlights of the EAMBA Pro-
gram is the International Study Trip. 
Students travel as a group to a.i1. interna-
tional location where they study important 
global business issues, a.i1.d see concepts in 
action in major world business centers. 
Students visit a va.iiety of corporations, 
meet with se1uor-level executives of inter-
national operations, a.i1.d interact with fac-
ulty from world 1-enowned institutions. 
They gain a rich, multi-dimensional 
understa.i1.ding of cultmal issues a.i1.d how 
cultrn-e impacts decision making. The cost 
of the mp is included in tuition. 
Roland Ruble is Assistant Dean and 
EAMBA Program Director. Mr. 
Ruble directs admissions, academic 
advisement, and coordinates the 
International Study Trip. In addition, 
Mr. Ruble manages Crummer's career 
and placement services and teaches the 
career development course . 
RAM 
OF STUDY 
The EAMBA Program is designed 
for qualified and motivated stu-
dents who have the capability to 
pursue an MBA degree without first 
having significant work expe1ience. 
Students are challenged to complete 
a two-year academic program, 
which incorporates real-world busi-
ness expe1iences. Upon comple-
tion, EAMBA graduates receive an 
MBA degree, and substantially 
enhance their potential to begin 
careers with better positions and 
significantly higher starting salaries. 
PR E- PROGR AM WORKSHOPS 
JUNE I -9, 1996 AUGUST21 -23, 1996 
Foreign L1nguage Computer Skills 
Imrneision Comse Seminar ror Beginnel's 
(*optional) ~ tional) 
* Students who wish to paiticipate in the Foreign Language 
Immersion Cmnse will earn tlnre additional cn::dits, 
making the total credits earned 62 5. ·nrere is an extra 
charge for this course. 
• 
M ANAGEMENT CONCEPT COURSE 
AUGUST26-SE!'IEMBER 13, 1996 
MBA 50 I Management Analysis (5 cn:dits) 
Case Analysis & Pmblem Solving 
Team Building & Leade1ship Skills 
Time Management 
Can,er Development 
Computer Applications 
Company Site Visits 
Credits eamed: 5 
' FALL T ERM - I (6 WEEKS) 
SEl'lEMBER 16 - 0cIDBER 25, 1996 
ACC 50 I Financial Accounting 
QBA 501 Quantitative Business Analysis 
ECO 503 Economics for Manage1s 
MGT SO I O1ganizational Behavior 
MBA 502 Management Piesentation Skills 
Credits earned: 0 
PROJECT P ERIOD 
0ctDBER 26 - NOVEMBER 5, 1996 
ri.11cntor Pmgmrn Meetings (optional) 
Consulting Pmjects (optional) 
Class Resea,ch PiojecLs 
' FALL T ERM - II (6 WEEKS) 
NOVG\ lllER 6 - DECEMBER 20, 1996 
ACC SO I Financial Accounti ng (cont.) (3 mxlits) 
QBA 501 Quantitative Business Analysis (cont.) (3 c1t'Clits) 
ECO 503 Economics for Managm (cont.) (3 c,ed its) 
iVIGT 50 I 0 1ga11izational Behavior (cont.) (3 cn."Cli1s) 
MBA 502 Management Presentation Skills (cont .) (2 mdits) 
MBA 504 Caneer Developmenl 
Credits earned: /4 
' SPRING T ERM - l (6 WEEKS) 
ANUARY 7 - FEBRUARY 21 , 1997 
ACC 502 Managc1ial Accounting 
FIN 50 I Financial Management 
POrvl 503 Operntions Managc1ne111 
INT 50 I Business in the Global Environment 
MKT 50 I Market ing Management 
MBA 503 Legal , Ethical, & Social Issues in Business 
( I cn,dil) 
Credits earned: I 
' PROJECT P ERIOD 
FEBRUARY 22 - MARCH 9, 1997 
Mentor Piogmm Meetings (optional) 
Consulting Piojects (optional) 
Class Research Piojects 
' SPRING TERM - II (6 WEEKS) 
MARCH 10 - APR IL 18, 1997 
ACC 502 Manage,ial Accounting (cont.) (3 c,cdits) 
FIN 50 I Financial Management (cont.) (3 c,cdits) 
POM 503 Opemtions Management (con1.) (3 cnxlits) 
INT 50 I Business in the Global Envimnment (cont.) 
(3 rn:dits) 
MKT 50 I Maiketing Management (cont.) (3 cnxl its) 
Credits eamed: 15 
' SUMMER BREA K 
APRIL 19- SEPTEMBER 14, 1997 
Students will pmticipate in individual internshi ps. 
• H OLI DAY 1995 -
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F ALL T ERM - I (6 WEEKS) 
SEPTG\ I BER 15-0ctDllER 24, 1997 
MIT 5 0 I Managing lnfonnation Technology (15 credits) 
502 Maiketing Stmtegy (I. 5 en.edits) MKT 
MBA . 
Electiv 
504 Can:er Development (cont.) (2 c,edits) 
e (15 cnxlits) 
C,edirs earned: 65 
' PROJECT P ERIOD 
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Picture this. It's parents night in your daughter's pre-school 
class. All the children are sharing what they hope to be when 
they grow up. "I waima be a firemai1," a boisterous little ras-
cal shouts. "I'm going to be a nurse," says a soft-spoken little 
girl. "I wai1t to be an astronaut," announces a little boy who 
vaguely resembles Macaulay Culkin. 
Eve1yone turns to look at your daughter. "When I grow up, 
I'm going to be ai1 entrepreneur," she aimounces. 
How do you respond? Are you beaming with pride like the 
other parents around you, or confused ai1d surprised? 
Chances are she may become that entreprenew~ ai1d she may 
be following directly in your footsteps. According to some 
sources, there are over twenty million entrepreneurs in 
America, ai1d the enh·epreneurial revolution grows by one 
million Americans every year. 
Stroll down the business aisles of your local Barnes & Noble 
Booksellers and you'll be confronted with title after title from 
major business thinkers telling you that the job scene is chang-
ing, ai1d it's doing so rapidly ai1d drainatically. In his book 
JobShift, Willia.in Bridges tells us that, for most of us, the for-
mal job is going the way of the dinosaurs. In the future we'll 
be hired to get work done, instead of to fill a job. Consultants, 
temporary personnel, sub-contractors and vendors will 
replace the nine to five employee. Such ai1 environment is 
ideal for the entrepreneur. 
While you' re strolling through the business section of your 
favorite bookstore, take a look at the titles covering issues or 
profiles of entrepreneurs. Interest in entrepreneurism is every-
where. Fortune magazine has no less than three monthly 
colwnns with the word "Entrepreneur" in their titles. Ten 
years ago Ronald Reagan called entrepreneurs "the forgotten 
heroes of America." That no longer holds true in the 90's. 
Even the United States Congress has declared this to be "The 
Decade of the Entrepreneur." 
The Entrepreneurial Magnet 
There are at least three factors that might attract you ai1d your 
four-year-old daughter into entrepreneurial roles. First, mai1y 
people have lost faith in traditional orgai1izations. And no 
wonder. We all know competent people who have been laid 
off despite yeai·s of high quality, well-received work. Despite 
the fact that the economy has become relatively stable, busi-
nesses continue to downsize. It seems as if no one, regardless 
of talent, rai1k, education or dedication, is safe in the corporate 
world anymore. In 1994, two-thirds of the half million people 
who lost their jobs were college-educated professionals. 
Finding a job after a layoff is no easy task either. Today, 16% of 
those who are laid off will still be unemployed in six months. 
When they do find a job, most of them will accept a salary cut 
of almost 12%. The image of long-term job security is a rapid-
ly fading part of the American dream, ai1d many profession-
als are coming to the realization that self-employment may 
offer more security thai1 traditional jobs. 
Surviving a job loss is not easy, but alwnn.i of the Crummer 
School may have a strategic edge. "At Crwmner we show 
people how to be 'intrapreneurs,"' said Dr. Sain Certo, 
Professor of Mai1agement at Crwmner. "An intrapreneur 
functions as the head of a Strategic Business Un.it within a 
company. When the company doesn't allow them to do that 
- through downsizing, reshucturing, etc. - the folks turn to 
entrepreneurial activities." ... 
The second factor drawing people to entrepreneurism is the 
fact that people are changing the way they thii1k about work. 
They recognize that certain management and business strate-
gies no longer ring true, and current orgaiuzational norms 
and maxims ai·e too resh·icting. Ben Pittman, President of 
Computer Service Express, finds welcome freedom in his role 
as ai1 entrepreneur ai1d enjoys breaking old paradigms: "I had 
ideas on how to run a business and how to work with people 
that, frai1kly, I didn't see happening in my experience in cor-
porate America," he said. "I wanted the challenge of growing 
my own business by treating people in ai1 egalitarian way ai1d 
motivating them through positive incentives." 
Pittman, '88MBA, attributes at least part of his radical business 
perspective to his experience in Crummer's MBA prograin. 
The prograin "prepared me to deal with hwnan relations ai1d 
humai1 interaction. The way we worked in groups and made 
presentations helped prepai·e me for business." Dr. Certo 
points to individuals like Pithnan as ai1other example of the 
enh·epreneurial spirit coming out of Crwnmer. The entrepre-
neur doesn't have to be the victim of a corporate restructur-
ing. "People look to other avenues; it's a natural evolution. 
Even if they are successful in a corporation, people tend to say, 
'If I can do this for a compai1y, I can do it for myself, as well."' 
Finally, people's personal values and goals ai·e changing, and 
this is affecting their willingness to be involved in traditional 
orgaiuzations. Some venture into more risky areas of business 
in exchai1ge for the flexible time it gives them to spend with 
their families. Others establish orgaiuzations with more of an 
altruistic bent. Some, like Robert Finfrock, president of 
Finfrock Industries, a pre-cast structural concrete company, 
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like being their own boss. "I like what I'm doing. I like hav-
ing the freedom to do what I want," said Finfrock ''71MCS 
who is now in charge of the company his father began about 
fifty years ago. 
Most entrepreneurs are seeking more than a job. In 
Enterprising Women: Lessons from 100 of the Greatest 
Entrepreneurs of our Day, A David Silver describes the par-
adigm shift that a woman entrepreneur typically experi-
ences: "Although initially she trusted that the organization 
valued her and rewarded her principally for her creative 
potential and output, as she became more energetic and 
required increasing latitude and ftmding for her ideas and 
projects, the organization's commitment to creative output 
and its willingness to invest in her personal research and 
development efforts emerged as less than she wanted, less 
than she expected ... At this point in her life, the Big Question 
for the woman entrepreneur was: 'What will I do with my 
creativity?"' 
Today's entrepreneur has several options for expressing that 
creativity. Some team up with growing organizations as fran-
chisees, combining their own leadership skills with the tried-
and-true methods of the franchise. Others break out as inde-
pendent business consultants. It's interesting to note that a 
business consultant doesn't need to have all of the answers. 
Peter Drucker, one of the world's foremost business consul-
tants, once said, "My greatest strength as a consultant is to be 
ignorant and ask a few questions." Some entrepreneurs team 
up with consulting firms to offer business advice to organi-
zations around the world. Finally, some entrepreneurs set 
out, like Ben Pithnan and Robert Fin.frock's father fifty years 
ago, to build their own business. 
Entrepreneurial Characteristics 
So, how will you (and your four-year old) know that you 
have what it takes to be an entrepreneur? Ask Dr. Jon P. 
Goodman, Director of the University of Southern California 
Entrepreneur Progra!n . He has a much better-than-average 
opportunity to observe Entrepreneurs in the making. In the 
October, 1994 edition of INC., Dr. Goodman debunked cur-
rent thought about which demographic characteristics or 
psychological traits might be used to identify entrepreneur-
ial potential, favoring instead three important characteristics. 
First, those considering an entrepreneurial career need pas-
sion, as demonstrated by confidence and an in-depth knowl-
edge of the market and the industry. Ben Pithnan agrees that 
industry-smarts is important and displays a passion about 
his own business. But he also cautions that you must be flex-
ible. He suggests, "Have a thorough and complete plan. But 
don't be afraid oi· surprised if your business moves away 
from your plan. Just be prepared to go where it leads you." 
Dr. Goodman suggests that such flexibility requires creativi-
ty and imagination to recognize opportwuties and alterna-
tive scenarios. You have to be flexible. "You have to change as 
the business grows," says Finfrock. "You start by working to 
keep the business afloat - that means wearing all of the hats. 
And you progress to developing an organization." Pithnan 
echoes Finfrock' s remarks, "Especially when you get started 
you've got to be a jack-of-all trades; you've got to manage all 
aspects of the business. At the same time, you've got to grow 
personally and professionally, so you can take the company 
to the next level when it's ready." He knows something about 
taking an orgaiuzation to lugher levels. His business, 
Computer Service Express now has two locations in Central 
Florida, ai1d Pithnan is plaiming to open more in the future. 
Creative flexibility doesn't mean that the entrepreneur has no 
plai1... Or does it? In a survey of 100 compaiues on the 1989 
INC. "500" list of the fastest growing companies (as reported 
in the Harvard Business Review, March-April 1994), 41% of the 
entrepreneurs had no business plai1 when they started their 
business. About one-fourth had a "rudimentary, back-of-the-
envelope type of plan," 5% created financial projections for 
investors and only 28% had a detailed business plan. 
Finally, the new entrepreneur needs self-determination to 
sustain him through the storms ai1d the doldrums. Seizing 
the opportunity of owning your own business is hard work. 
Thomas Edison once said, "The reason a lot of people do not 
recognize opportunity is because it usually goes arotmd 
wearing overalls and looking like hard work." The entrepre-
neur must possess the desire ai1d self-confidence to see the job 
through, regardless of the bai-riers. 
The pride of ownerslup can help fuel such self-deternunation. 
Finfrock encourages graduates to go after jobs that they will 
ei~oy. "You may have to suffer in the short term, but it's worth 
it because being your own boss brings a lot of satisfaction." 
Being your own boss places h·emendous responsibility on the 
entrepreneurial businessmai1. But it also offers one more ben-
efit. Ben Pittrnai1 suggests that, as the final person accountable 
to a client you have the luxury of being honest. "You cai1 tell 
your clients the truth about what they have to do. You're 
above or aside from the politics, so you cai1 be honest. If a 
client decides not to invite you back because of your honesty, 
there ai·e twenty others who will. They'll appreciate that you 
gave them the right solution." 
So, if your son or daughter begins to show signs of being 
focused and passionate about their endeavors, displays imag-
ination and creativity, ai1d tends to be a bit hard-headed now 
ai1d then, consider that you nught be raising the next Edison, 
Ford or Gates, and that he or she may be walking in your own 
footsteps. [i 
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Consulting-An 
Entrepreneurial 
Adventure 
One growing and vibrant area where the enfrepren~~ial 
spirit shines brightly is in consulting. Once the sole dmrnruon 
of such traditional organizations as Arthur Andersen, The 
Boston Consulting Group and Coopers & Lybrand, consulting 
in the 1990's includes many "Mom and Pop" shops or self-
employed consultants with one or two people making up the 
entire company. 
And the number of these entrepreneurial consultants is on the 
increase. Leaders in the profession expect the growth in the 
number of small, start-up consulting businesses that began in 
the 1980's to increase as we move toward the 21st century. 
According to IRS figures, 327,000 self-employed taxpayers 
declared income from consulting services in 1981. By 1991 that 
group had grown to 684,000. In 1993 consultants sold some $17 
billion of advice. By 1994 the annual gross revenue for consult-
ing had grown by more than 17% to a record $20 billion. ~1d 
double-digit growth rates are projected for at least the next five 
years. 
The face of business is changing in the 90' s. Companies today 
are fluid, on the move, changing at a record pace. They are pur-
suing new markets, expanding and conh·acting to meet global 
needs, modifying organizational sfructures and downsizing or 
"rightsizing" at exfraordinary rates. As corporations continue 
to lay off thousands of employees, they are hiring consultants 
in unprecedented nwnbers, creating an all-time boom in the 
field. 
An interesting _phenomenon o~~n occur~ ~'. companies that 
downsize. While many downsizmgs are llltiated to cut costs, 
corporations frequently find themselves bringing the ve1y peo-
ple they laid off back into the organization as consultants 
because they still need the expertise the employees provided. 
And so, consulting has become a viable alternative to the fradi-
tional corporate ladder for many displaced and otherwise dis-
satisfied workers in America today. Tom Wallace, '86MBA 
fow1der of Nova Financial Service, is an excellent example of 
someone who saw consulting as the wave of the future. 
A banking professional before he started his own business, Tom 
decided that bai1king in the 90's is much like the steel indushy 
was in the 1970's. He estimates the indushy is 40% over capac-
ity. And so he chose an alternate way to continue working in 
the indushy he knew and enjoyed without having to rely on a 
major corporation for income security and career advancement. 
Tom is proud of the fact that he started out consulting "from my 
living room with an old 286 (a computer that has a small 
processor) I borrowed from a friend. And in four years we have 
been able to build the company to 40 employees." 
Most consultants come from Corporate America where, like 
Tom Wallace, they held responsible positions before deciding to 
enter business for themselves. They may have chosen a career 
in consulting for any nwnber of reasons, but certainly their 
experience as a consultant, especially as they begin their new 
business venture, will be a different one than what they left behind. 
, 
No longer can the consultant rely on the resources of a large 
company for help in solving problems. TI1e benefit feedbag 
that supplied them with medical, dental and insurance cover-
age is gone. Management isn' t there to detennine :-vhich pro-
jects will be tackled next. Friends and work assoaates aren't 
there at eve1y turn of the hallway to support and cajole. 
Instead, the typical consultant faces a rather solitaiy life where 
every success, eve1y failure, every aspect of business lies 
squai·ely on his or her shoulders. 
Tom Wallace explains it this way, "Eve1ything is on your desk 
- the accow1ting, the mai·keting, eve1y thing - ai1d you cai1't 
offload issues to other deparhnents. You're the one who's 
responsible for all of it. It's the old 'You've got to keep all the 
balls in the air at the saine time' routine. But there's one ball 
that's bigger tha.11 all the rest - the cash flow ball. And that's one 
you better not drop." 
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Consulting - it's a juggling act and it's hard work, but there _are 
rewards. Michelle Masterson, a W111ter Park based commw11ca-
tion and training consultant and a Rollins graduate, loves the 
variety. She says, '1 never get bored. TI1ere' s always something 
new, something different. I'm always learning new things; a 
good consultant has to keep learning and growing." 
Chris deforest a video and training consultant from 
Massachusetts enjoys the variety, but an added benefit for him is 
the flexible schedule. He isn't limited by a nine to five routine, 
though many days he works much longer hours. His time is his 
own; if he wants to take time for his family, he schedules it. But 
Chris cautions, '1 love the flexibility, but befoie you can be flexi-
ble, you have to be disciplined." 
Whatever circumstances lead a workhorse to the consulting 
waters, if he wants to drink, there are three distinct qualities that 
need to be in his bloodline. 
1. Consultants need to work well alone, in a small 
entrepreneurial environment . . . 
Nearly seventy-five percent of the consulting practices 111 the 
United States are offices with one or two partners. That 
means most consultants don't have a staff with whom to 
ponder the p blem or brain_stom1 IJ0:3Sible solutions, and 
clients often don't want to be 111volved 111 that process; that's 
why they hired the consultant in the first place. Most con-
sultants don't even have mud1 in the way of clerical support. 
2 Consultants must love to solve problems and meet 
challenges with creative solutions. 
Companies hire consultants to identify a problem, ferret out 
the causes of that problem, look at possible solutions and 
offer approaches that may not be optimal but are practical 
and cost effective. 
3. Consultants have to be self-starters. 
A consultant who isn't a self staite1~ who doesn't set his own 
goals, market his own business, m~ate his own solutions a1.1d 
build his own network, probably won't be a consulta1.1t ve1y 
long. 
Chiis deforest gives this advice to a1.1yone considering a career 
as a consultant. "You've got to work atit consistently, you've got 
to be disciplined, you've got to realize that some things are no~ in 
your conhul, a1.1d you've got to know what you ca1.1 do to live 
through a few months withoutincome ... especially when you're 
getting started. It's great ftm, but it's not for everyone." 
Perhaps not. Perhaps you have to have a Tom Wallace approad1 
to it all. Tom says, '1 love consulting; it's invigorating. When 
you're working for yourself, you wake up a1.1d you know you' re 
alive! It may be because you're in a cold sweat, but at least 
you know you're alive." Cl 
At some time during our careers, most of us have a desire 
to work for ourselves rather than for someone else. I'm an 
exception, of course, because I'm so happy at Crummer 
that I couldn't think of leaving. But several years ago my 
wife, Anna, decided to leave her position as a director of 
human resources to open a boutique on Park Avenue here 
in Winter Park. Our experiences are typical of those who 
embark as entrepreneurs, so I thought I would relate sev-
eral lessons we've learned. 
1. Plan well in advance. Starting your own business 
is a difficult, time-consuming task. Finding a niche is 
a challenge, and most new businesses ~annot differ-
entiate themselves from others already m the market. 
Before leaving her previous position, Anna 
researched thoroughly the types of shops and retail 
climate on Park Avenue. After striking on the idea of 
a perfume bo~tique, sh~ studied the ~ndustry in m?re 
detail - locatmg suppliers, researchmg hnanc_ial 
results of similar firms, finding a location, preparmg 
a business plan. The business plan was very impor-
tant because it was the document we took to the bank 
as the basis of our loan request. 
2. Secure adequate capitalization. Most start-ups fail 
because they are not adequ_ately capitalized. _The 
most effective source of capital 1s personal savmgs 
because there are no cash ffows obligated for repay-
ing money borrowed from others. Profits that you 
earn in your busine_ss are yo~rs; you can l?ay yourself, 
withdraw the profits, or rem vest them . m the enter-
prise. Our biggest mistake was borrowmg too much 
when we opened the boutique; our profits go to the 
bank, not to us. Without adequate capital, the busi-
ness does not have a financial cushion to get it 
through the tough times. Capital also is important 
because its growth determines the rate of growth of 
the business. There are times when you want to 
expand the business by opening ano_ther location, 
adding new product Imes, or attractmg new cus-
tomers. You can't take advantage of those opportu-
nities if you have used up your capital reserves by 
starting the business. 
3. Be prepared for setbacks or failure. Every business 
is buffeted by changes in the market, downturns in 
the economy, and the occasional catastrophe. In our 
case the market changed when the retail environment 
in the United States changed in the late 1980s. 
Department stores, which "".'e viewed as our _major 
competitors, began to consolidate or leave the mdus-
try. Although the loss of competitors helped 
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us, it created difficulty for our vendors, many of whom 
began to fail, so we lost sources of supply. In 1991 the 
U.S. and France suffered recessions that were reflected 
in our sales and in the financial pressure on our suppli-
ers. It took us more than a year to regain the level of 
sales prior to the recession. At the same time these 
events were occurring, discounters were attracting cus-
tomers willing to forego service and product availabili-
ty in favor of low prices on selected items. Sometimes 
thes~ discounters deal in goods from the gray market -
outside the legal channels of the authorized distributors 
for the United States. Our catastrophe came in the form 
of a robbery at a boutique we owned in Naples, Florida. 
Just prior to one Christmas someone broke into the 
store and stole all the inventory. Other start-ups are not 
even this lucky. Almost 95% of new businesses fail 
within the first five years. In some cases the failures are 
caused by poor management, but the major reason is 
that the businesses didn't have capital sufficient to 
weather _the financial setbacks typically encow1tered by 
new businesses. A good guideline is to have six months 
worth of expenses in savings. The business almost cer-
tainly will not be profitable during the first yeai~ so you 
must have the ability to absorb the losses. 
4. Adjust to a different reward system. Creating and 
managing your own business offers a new set of 
rewards compared to working for someone else. At 
your existing firm you have a peer group of friends 
and work relations, a pay scale, and a network of con-
tacts in the i!l~ustry. You _give those up when you 
leave the position. It takes time and effort to establish 
a new set o_f friends and industry contacts, and there 
frequently is no regular pay check. Without friends 
you can become lonely and without regular income 
you can have family financial difficulty. 
5. Ent_repr~ne\lring is _time _con~uming. A new 
busmess 1s a ~nne smk, m engmeermg terms -it uses 
up as much time as you can allocate to it and asks for 
more. The time you allocate to it is time taken away 
from yo~r personal life - from family and friends, 
from holidays, from the entertaining you used to do 
on weekends. To maintain your emotional health 
you need to carve time away from the business to 
pr_eserve those relationships. It isn't easy - no one 
will manage the business with as much care - and 
attention as you would - but it must be done. 
6. ~reat~ng a busi_ness can be personally and 
fmancially rewardmg. So far I've pointed out mostly 
problems, so now I want to redirect your attention to 
benefits of establishing your own firm. The entre-
preneur has the ability to set the agenda for the entire 
firm. If you were dissatisfied with the political 
atmosphere at another firm, you can create the 
atmosphere you wish at your own firm. If you 
thought employees should be rewarded according to 
performance or productivity, you can create that 
reward system. 
I~1 a few cases, entrepreneuring can allow you to become 
nch. The beauty of America's free enterprise system is that 
someone can start with nothing and amass a fortune. Those 
are the exceptions, of course, but the dream still exists. Most 
of us beginning life as an entrepreneur will be satisfied to 
earn a living and have something left to pass to our children. 
Of course, the major rewards from entrepreneuring relate to 
the reasons we left our previous job. As an entrepreneur we 
get to make the decisions. Where before we suffered from 
lack of attention or felt outside the decision loop, as entre-
preneurs we are the center of attention and make all the 
decisions. That feeling of power is special. Moreovei~ as an 
entrepreneur we can see the direct results of our efforts. 
There's a special feeling about creating an enterprise that 
didn't exist before and turning it into a viable, co petitive 
business - almost like raising your own children. 
Conclusion 
At my recent high school reunion I was impressed with 
the number of my classmates that were either unemployed 
or were "consultants", a euphemism for someone between 
careers hoping to make it on their own. Of course, I 
realize that those are entirely different reasons for 
becoming an entrepreneur. It may not be possible to do all 
the things you would do if you became an entrepreneur 
intentionally. 
Regardless of the reason, life as an entrepreneur can be 
more successful and more rewarding if you're prepared 
for what lies ahead. I've tried to outline those factors. 
Entrepreneuring is a big risk and a lot of work, but it 
can be rewarding both financially and emotionally. 
Good luck! ri 
David M. Currie 
Professor of Economics and Finance 
November 8, 1995 
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Alumni ProfjJe: 
Michael A. Coleman 
CEO, Coleman Technologies, Inc. 
Michael A. Coleman is an 
entrepreneur with a unique 
business philosophy. It's a phi-
losophy he learned from his 
fathe~ and he has taken it with 
him into his brand new compa-
ny, Coleman Technologies, Inc. 
It's a philosophy that's as 
refreshing as it is simple. In an 
Amedcan corporate culture that 
frequently thinks in short-term 
solutions and often looks at 
workers as expendable com-
modities, Michael Coleman val-
ues his employees, encourages 
their input into company direc-
tion and wants Coleman 
Technologies to be "a place 
where people are energized, 
having fun, working on projects 
they enjoy and making enough money to be cornfmtable." 
According to Danny Kotz, it's a philosophy that works quite well. 
Daimy, a graphics illustrator at Colemai1 Technologies ai1d one of 
seven full-time employees Michael has brought into the business, 
says that as a leade~ ''Michael stands out. He's so intelligent ai1d 
successful, yet genuinely concemed about other people." She 
adds, "He's great to work with because he listens to you; he wants 
to hear your ideas." 
Michael's father lived by his own business laws and mai1agement 
rules he developed throughout his career as an engineer ai1d 
entrepreneur. They're a smt of home-spun approach to business. 
Nothing fancy, just good, honest, ethical, sensible ideas he 
believed in and taught his children. And Michael engenders these 
ideas as the core of his mai1agement style ai1d his overall 
approach to life. Ideas such as: 
Encourage constructive dissent. 
Cheiish your personal integrity. 
Don't dictate - persuade. 
The prepared bird gets the worm. 
Don't bite off more tl1ai1 you can bite off. 
(For a complete list, please see insert on page 17.) 
By 1982, the year Michael left Georgia Tech witl1 a degree in elec-
mcal engineering, his fatl1er had parleyed his business acmnen, 
his home-grown philosophies and his interest in entrepreneurial 
activities into a successful business opportmuty - Colemai1 
Research, a computer simulation company and defense contrac-
tor. Coleman Research worked on Star Wars, the Pa.mot Missiles 
deployed witl, such great success dming tl,e Persian Gulf Crisis, 
and otl,er govemment contracts. 
After a brief career with Martin Madetta, Michael joined his dad 
at Coleman Research as a guidance and control enginee1: His 
main responsibilities were to use computer technology to simu-
late or estimate how rockets would perform before they were 
actually built. 
Perhaps the crowning achievement in his eleven years with 
Colemai1 Research was the successful launch of a target missile 
Michael's teain of engineers designed for the govemment. Witl, 
tl1e infusion of nussiles such as tl1e SGJD used by Iraqi troops 
during the Persian Gulf Cdsis, the military had a need for rockets 
to be used for target practice. It was Michael's responsibility to 
manage the project that designed the control system ai,d simulat-
ed those rockets. 
Michael is proud of that effort, not only because his teain worked 
well together and achieved their goals, but because their very first 
flight was a success. That's far from typical. Most computer si.J.n-
ulated rockets take tlwe or four tests before achievi.J.1g tl,eir first 
successful launch. The second launch attempt was also success-
ful, making them the only company ever to fly on their first two 
lam1ch attempts. TI,at's the excitement Michael tlmves on and 
hopes to recapture for hi.J.nself and his fellow workers i.J.1 his new 
company. 
Two important experiences dttri.J.1g Michael's tenure with 
Colemai1 Research helped shape his life and lead him to his new 
ventme as CEO of his own compai1y. TI,e fast was attending the 
Crummer School. 
Michael chose Crummer because he wai1ted the "relevant per-
spective" a combi.J.1ation engineeri.J.,g ai1d busi.J.1ess degree would 
give lum. And, after studying schools he might attend, he real-
ized tl,at Crmnmer gave lum eve1ythi.J.1g he wai1ted - a solid edu-
cation, a computer-oriented approach to study ai1d a d,ance to 
attend ai1 exceptional PMBA prograin without needi.J.1g a busi-
ness m1dergraduate degree . 
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It's a decision he hasn't regretted. TI1e program at Cnunmer gave 
him business principles and general knowledge that are directly 
applicable on an everyday basis to his role as a business leader. It 
also gave him useful and inlportant information he has used in 
setting up his own business. As Michael sees it, "(Crumrner) 
taught me how to get my hands around a company." 
Benefits of the program he didn't anticipate before he 
enrolled were the "thrill of studying accounting," "learn-
ing to use spreadsheet analysis," and the strong friend-
ships he established with his classmates. He also appreci-
ated the teaching method used at Crummer. "At Georgia 
Tech," he explains, "the professor lectured, wrote on the 
board, didn't involve the students. At Crummer, there 
was interaction, discussion, work projects with fellow stu-
dents. We learned to solve problems as a group, in real 
time - a skill that's directly applicable to business." 
In fact, Michael's experience at Crummer was so positive 
in so many ways that Coleman Research has sent several 
other employees through the MBA program, and the cur-
rent president of the company is involved as a mentor in 
Crummer's mentoring program. 
The second life-shaping event Michael experienced while 
at Coleman Research was when the company was bought 
out in March of this year. Many times when companies are 
sold employees experience sadness, frustration, dejection 
and concern about their future. But Michael's father built 
his company as an employee-owned business, and so 
many employees did quite well financially when Coleman 
Research was sold. 
It comes as no surprise then that Michael has decided to 
build Coleman Technologies as an employee-owned com-
pany as well. His father's philosophy continues through 
Michael's leadership: Do what's in the best interest of the 
employees and the rest will take care of itself. Michael 
puts it this way, "We're not going to be successful without 
synergized employees. And the best way to do that is to 
give them ownership in the company." Or as Jeff Coleman 
put it in Law Number 26: "People who feel comfortable in 
their job are more productive." 
individuals and companies. They can also host home 
pages for people who want one but for whom investing in 
the necessary equipment simply isn't cost effective. 
Coleman Technologies is also looking at ways they can 
partner with and/ or support other start-up businesses. 
Michael finds this to be a very enticing proposition. He 
says, "One exciting aspect of this new entrepreneurial 
adventure - especially because it is in the hi-tech field - is 
the chance to look at new start-up business opportunities 
and investigate whether or not they are a good fit for us. 
You have to look at their concept, their financial strength, 
their timing in entering the marketplace and determine if 
partnering with them will be advantageous and prof-
itable." 
When you walk into the Orlando offices of Coleman 
Technologies located in the First Union Tower in down-
town Orlando, the first thing you notice is that this is no 
home-based, run-from-the-garage outfit. The offices are 
spacious and beautiful. This is an upscale operation. Why 
did they choose this kind of environment for a brand new 
business? Their philosophy, of course. Or, more precisely, 
Jeff Coleman's Law #14 - You must look successful to be 
successful. As Michael puts it, "the impression you make 
on clients is an important step in the process of gaining 
their trust and their business." 
They also have an office in Huntsville, Alabama, a defense 
contracting hub, and are planning to open a Washington, 
DC office as soon as they can. Michael refers to DC as "the 
best place for a defense contractor to be." 
One side benefit for Michael to owning his own business 
is that he needs to stay current with the myriad techno-
logical advances that are such an important part of his 
industry. He grins with boyish enthusiasm when he 
admits, "We must invest in all the hi-tech toys, er . . . 
um ... equipment, so the company can keep abreast of 
changes in (our) field." 
Being an entrepreneur, having his own company and all 
the responsibilities and benefits that go along with it, is 
something Michael always wanted. Certainly, his dad was 
a strong role model and a major influence. Michael 
explains that becoming an entrepreneur "was a natural. .. 
it's like being a politician in the Kennedy family, it's what 
you do ... I couldn't help it." 
Jeff Coleman passed away in June and, after a needed 
respite, Michael and his brother-in-law, Ben Patz, decided 
to resurrect the philosophies that served them so well at 
Coleman Research. And so, in August 1995, they opened 
the doors to Coleman Technologies, Inc., a defense con-
tracting company with a twist. But there's more to it than that. The appeal for Michael is 
helping people. "I like helping people. And owning your 
The twist lies in the other services Coleman Technologies own business, you are in a position to help everyone your 
offers. They have begun designing computer networks. business touches - the employees, the shareholders . .. and 
And, because they believe the Internet is the business mar- through charitable giving of your finances and your time." 
ketplace of the future, they are creating home pages for 
• 
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In addition, he gets to "run with my ideas, not someone 
else's ... if I see something that's not right, I have the abil-
ity to pull together the resources and fix it. Together our 
company can attack and solve the problem. As an entre-
preneur, there's no one above me I have to negotiate with 
if I want to attack a problem." 
But the most striking aspect of owning his own business is 
that he's "greatly affecting the lives of all the employees. 
The direction I take the company has a tremendous influ-
ence on people. If we're not successful, that impacts all the 
people who work with us." When they first began to put 
this new business together, even though they were enjoy-
ing themselves immensely, it struck Michael and his part-
ner, Ben, that this is no game. Every decision they make, 
especially in a brand new business venture, is important 
and impacts far more than just the two of them. 
And what advice would Michael pass along to aspiring 
entrepreneurs? An entrepreneur, according to Michael 
Coleman, needs five things: 
1. A good business plan, written down on paper 
Michael explains that, "it forces you to sit down 
and think through everything-what's your product, 
who are your customers, how are you going to mar-
ket your products, what are your financial require-
ments for the first year or two. You've got to have a 
good business plan down on paper. It's the first 
thing bankers, insurance agents, lawyers, etc. ask to 
see when helping you set up your new business. I 
hated doing it, but there's something about having 
an entire plan - soup to nuts - that really helps you 
get off to a great start." 
2. A belief in yourself 
If you don't believe, no one else will either. 
3. Start-up capital 
Michael believes, "You can have the greatest idea 
in the world, but if you're not properly capitalized 
you'll have a tough time being successful." 
4. A basic knowledge of the business or industry you're 
entering 
Michael points out that Howard Hughes often 
worked at entry level positions to learn about com-
panies before he invested in them or bought them . 
5. A rudimentary grasp of how to run a business 
Michael gives Crummer the responsibility for that. 
Because of his MBA, he is able to get out there and do 
what's necessary to run his business. He knows what 
to expect. 
And two other pieces of advice for the new entrepreneur 
are: 
1. Be ethical, honest, and treat people fairly; 
and 
2. Don't be afraid to give up something personally or 
professionally if it results in a solution that's fair for 
everybody. 
Michael says, "It's not always necessary to wrangle 
an extra 10%, and if you do, it's often better to dis-
tribute it amongst your partners rather than stick it 
in your pocket. You'll get more benefit from it in 
the long run." 
Though his new company is still a fledgling enterprise -
"We're on track, definitely on track, but we're not success-
ful yet." - it is easy to see that Michael A. Coleman is an 
entrepreneur with a unique business philosophy and a 
strong sense of what it will take to be a successful entre-
preneur in the 1990s and into the 21st century. 
COLEMAN TECHNOLOGIES, INC. 
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Roy Meadows '66MBA '83MSM 
is working as the publisher of 
Opportunist magazine head-
qua rtered in Altamonte 
Springs, FL. He says that six 
months ago, he couldn' t spell 
the word publisher; now he is 
one! 
David Schweizer '66MBA 
has taken early retirement from 
his position as a program man-
ager for the Harris Corporation 
due to health problems. His 
former position involved work-
ing with several highly classi-
fi ed government contracts. 
fMf:I 
Bruce Mulock '66 '68MBA 
has been working for the past 
20 years as a specialist in busi-
ness and government for the 
economics division of the 
Congressional Research Service 
(CRS) at the Library of 
Congress in Washington D.C. 
Economics is one of six research 
divisions in CRS, and employs 
approximately 50 economists 
who provide members of 
Congress, committees, and 
their s taff with unbiased, non-
partisan analyses of legislative 
issues. Bruce writes that he has 
often marveled at the coinci-
dence that his career has placed 
him in the very same organiza-
tional unit in which Dr. Charles 
A. Welsh, the Crummer 
School' s first dean, served as 
chief d uring the early 1950s. 
Thomas Thomason '67 
'68MBA 
is working as a captain for 
Carnival Cruise Lines out of 
Miami, FL. He is currently 
supervising the construction of 
eight new cruise ships. 
IN 
David Brook '64 '69MBA 
h as retired from GMAC 
(Genera l Motors Acceptance 
Corporation) after 28 years 
with the company. He writes 
that he is now working as a 
sa lesman for Amateur 
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Elec tronic Supply, which he 
finds very enjoyable since one 
of his hobbies involves being 
an amateur radio operator. 
Bruce Jansen ' 69MCS 
began a new position as chief of 
the quality engineering divi-
sion at NASA, Kennedy Space 
Center. He also recently cele-
brated his 25th wedding 
anni versary with his wife, 
Becky, and the A· children, 
Jennife1~ Kelli, and Julie. 
,w,,, 
Charles Case '68 '70MBA 
is the vice president for institu-
tional advan cement a t 
Spartanburg Methodist College 
in Spartanburg, SC. During the 
past three and a half years, hi s 
development team has moved 
and managed a $20 million 
fundraising campaign, sched-
uled for ten years, to the $12.5 
million level. Under his leader-
ship, SMC has also attained the 
largest gift income year in its 
history, raising $1.8 million in 
one ca lendar yea r. Charles, 
who was an all-conference 
baseba ll and basketball p layer 
a t both Rollins and 
Spartanburg Methodist, was 
recently inducted into the SMC 
Athletic Hall of Honor. 
Christian Johannsen '69 
'70MBA 
is the senior vice president of 
Aztec Gro up, Inc. loca ted in 
Coconut Grove, FL. He writes 
that 1994 was a great year for 
business with close to $370 mil-
lion in transactions. He also 
writes to announce th at he 
recently go t married. 
Glenn Mueller ' 70MCS 
writes that he has recently pur-
chased a new Luhrs 
Tournament 290, and has gone 
fi shing! 
Paul Van Nostrand '70MCS 
is now retired and enjoying his 
hobbies, traveling and photog-
raphy. 
Paul Wampner '70MCS 
is working as a broker for The 
Buyer's Agent of Centra l 
Florida . He is now in his third 
year as a buyer 's broke1~ saving 
his clients money and protect-
ing their interest in residentia l 
rea l es tate. 
Gerald Whitcomb '70Mcs 
is the vice president of market-
ing and business development 
for Uniteq Appli cation 
Systems, Inc. Uniteq, headquar-
tered in Redwood City, CA, is 
in the business of deve loping, 
marketing, and implementing 
distribution logis tics manage-
ment software which uses lead-
ing edge technology. During 
hi s caree1~ he has been instru -
mental in building new busi-
ness in the United States, 
Canada, and Mexico. 
IPlll 
Paul Marchand '64 '71Mcs 
has retired from Florida Power 
Corpora tion after a career that 
spanned 33 years. Since then, 
he and his wife, Carolyn, have 
enjoyed some splendid trips 
throughout the United States 
and Canada. Now that his wife 
is also about to ret ire after 30 
years of teaching, they have 
some wonderful worldwide 
journeys in mind! 
J. Michael Norris '69 '71MSM 
has been working for Motorola, 
Inc. for over 22 years, and cur-
ren tly serves as the corporate 
vice president and genera l 
manager of the Network 
Ventures Division at corporate 
headquarters in Schaumburg, 
IL. As general rnanage1~ he is 
responsible for the cellular 
operating joint ventures for 
which Motorola is a sharehold-
er in 21 countries. Michael is 
ma rried and has three children. 
James Ray '65 '71MCS 
retired in April of 1994 from his 
posi tion as a s tatistician with 
the U.S. Bureau of the Census. 
He relocated from Mary land to 
a new home in Pinehurst, NC 
during the spring of 1995. 
Hugh van Zehn '71MCS 
writes that in the late 1960s, he 
used to visit Fontana Vi ll age in 
Nor th Carolina during the 
summers to get away from the 
Winter Park hea t. Then in 1993, 
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he retired from Harvard, MA to 
Wilimington by the Sea, NC to 
ge t away from the co ld . North 
Carolina seems to have it all 
and as he says, retirement can 
offer a pretty full life! 
IPltJ 
Wallace Guthrie, Jr. '72MSM 
'81SED 
retired as a Rear Ad miral from 
the United States Nava l 
Reserve on September 1, 1994 
after 38 years of service. He 
now works with the American 
Forces Information Service in 
Alexandria, VA. 
John Jeter '71 '72MBA 
is the president of Biomedics 
Laboratories in Pipersvi ll e, PA. 
He writes that he misses school 
a lot and says "HELLO!" to 
Professor Newman w ho, as he 
says, is a grea t professor even 
though it was by fa r his worst 
subject! 
Arthur Koski '72MSM 
retired in 1992 from his position 
as public relations director for 
Martin Marietta Astronautics 
after a career of 32 years that 
included assignments in 
Orlando, Baltimore, and 
Denver. He now lives in 
Colorado and is active as a vol-
unteer to several arts organjza-
tions and a Finnish cultural 
organiza tion. 
IPUI 
Bert Martin Jr. '72 '73MBA 
is the president and chief oper-
a ting officer of Pharmacy 
Management Services, Inc. 
headquartered in Tampa, FL. 
He and his 900 employees have 
increased profits year to year by 
50% for six consecutive quarters. 
This s trong financial perfor-
mance, along with the 
announced sale of the company 
to Beverly Enterprises, resu lted 
in a 134% increase in va lue to 
shareholders for the 1994 ca len-
dar yea r. 
Samuel Martin '67 ' 73MSM 
is working as an international 
sal es manager for Tommy 
Armour Golf Company. He 
joined the Rollins College 
Alumni Association board of 
directors in 1994 and was elect-
ed second v ice president in 
1995. 
Stobie Whitmore '72 '73MBA 
is the chairman of athleti cs and 
human performance at St. Johns 
High School in Houston, TX. 
He has been working for St. 
Johns, his alma mater, for over 
13 years. Stobie has a daughte1; 
Meghan, and a son, Ben. 
IWII 
Joyce Allen '73 '74MBA 
is celebrating the first birthday 
of her daughter, Catherine 
Elizabeth, born Thanksgiving 
Day, November 24, 1994. She 
has decided to take an indefi-
nite leave of absence from her 
insurance career. 
Randall Cook '72 '74MBA 
serves as the resident agent in 
charge of the Defense Criminal 
Inves tiga tive Service (DCIS). 
He was transferred to Orlando 
in October 1994 after serving for 
five yea rs as the agent in charge 
of the DCIS Pensacola /New 
Orleans resident agencies . He 
also retired from the U.S. Air 
Force reserve as a lieutenant 
colonel in September 1994 fol-
lowing 27 years of service with 
the Air Force Office of Special 
Inves tigations as a reserve spe-
cial agent. 
Ed Nangle '70 '74MSM 
is currentl y working in 
Dunwoody, GA as an indepen-
dent contractor providing ser-
vices to small and medium size 
companies that do not have the 
luxury of a human resource 
professional on staff. He has 
also been certified at the senior 
level w ith the Human Resource 
Creditation Institute since 1976. 
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Carl Carlson III '74 '75MBA 
is the president of Triad Bank in 
Greensboro, NC. He is married 
to Emily Dockery Carlson 
'75MBA, and has three children, 
Laurin, Ca rl IV, and Smith. 
•Vil 
Timothy Johnson '77MSM 
writes that he has a grea t job at 
the Disney Development 
Company as the direc tor of 
commercial development. He 
is very happily married and has 
two children who are half way 
through college. 
Garrison Lickle '76 '77MSM 
after 14 years with the New 
York law firm of Winthrop, 
Stimson, Putnam & Roberts and 
the las t eight yea rs as a manag-
ing partne1; has moved to the 
firm of Gunster, Yoakley, 
Valdes-Pauli & Stewart, P.A. 
w here he specializes in the legal 
needs of high net worth indi-
viduals. The firm has offices in 
Palm Beach, Wes t Palm Beach, 
Ta llahassee, Stuart, Fort 
Lauderdale, and Miami . 
Garri son also se rves on the 
board of directors of the Rollins 
College Alumni Associa tion 
and headed up the Palm Beach 
area 200 person invitationa l 
" friendraiser" event for Rollins 
held in February 1995. 
James Pillon '75 '77MSM 
has recently accepted a new 
position as the administrative 
director for the Broward 
County Board of Rules & 
Appea ls in Fort Lauderdale, FL. 
Gary Cheatum ' 78MSM 
retired from his position as a 
business manager at Ma rtin 
Marietta on January 1, 1995 
after 27 yea rs of service. 
Shirley Fedorovich '78MSM 
is a professor of management 
information systems at Embry-
Riddle Aeronautical University 
in Day tona Beach, FL. She and 
her husband also own two busi-
nesses, Nick's Pharmacy and 
O ption Care which markets 
home intravenous therapies . 
The couple has three children, 
Sa ra h, Julie, and Alex. 
Denise Kinsey '78MSM 
is currently an ins tructor in 
Leesburg, FL. She is working 
toward her degree in educa tion 
including a certifica tion for the 
emotionally handicapped. 
George Larsen Jr. '78MSM 
was promoted to adminis tra-
tive dean and technology coor-
dinator for West Orange High 
School in 1994. He has taught 
chemistry for nine yea rs and 
had served as head of the sci-
ence department for the past 
two years. West Orange just 
received approva l from the 
school board for its Law, 
Government, and Public 
Service Magnet Academy of 
w hich he serves as director. 
Magnet schools are also the 
topic of his doctoral disserta-
tion, which he is currently 
working on diligently. 
Dennis Pennachio '77 '78MBA 
has established his own 
accounting firm in Deer field 
Beach, FL, after seven yea rs of 
public accounting exp erience 
with the big six C.P.A. firms. 
His firm specializes in fin ancial 
and tax matters for small to 
medium size business accounts 
as well as personal and fin an-
cial tax planning. He currently 
employs eight professional and 
adminis trative s taff. 
,en, 
Budd Crossman '78 '79MBA 
the owner of Sound Beach 
Builder / Design in Greenwich, 
CT, is enjoying life with his wife 
Sha ron and his two children, 
Melissa and Sarah. He writes that 
business has been good with the 
purchase, renovation, and sale of 
houses in the Greenwich area . 
Fmthermore, the consulting work 
and project management of other 
consh·uction projects add to the 
prosperity of his business. 
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Donald Gay '79MSM 
is a staff engineer with Ma rtin 
Marietta Overseas Services, cur-
rently assigned to specia l repair 
ac ti v ity at the Al Dhafra Air 
Force Base in Abu Dhabi U. A.E. 
He writes that all the fun is out 
of the aerospace business! 
Susan Douglass Quirk '78 
'79MBA 
is working as a senior manager 
fo r Ernst & Young in Cleve land, 
OH. She is enjoying her work 
leading a healthcare consulting 
prac ti ce for human resource 
issues, primarily executive and 
physician compensation. 
Howeve1; she w rites that her 
g rea test accomplishment was 
the birth of her daughte1; Sa rah 
Constance, on June 7, 1994. She 
and her husband, Bill, a re 
thrilled! 
1m:i,1 
Edward Berger '80 '82MBA 
was recently transferred from 
his position as director of prod-
uct plarnling for Buick Motor 
Division at corporate headquar-
ters in Flint, MI to the position of 
Memphis zone manage1; over-
seeing Buick sales and service 
operations in Tennessee, 
Arkansas, Mississippi, LoLlisiana, 
and eastern Missouri. He w rites 
that he is now selling and servic-
ing the same vehicles that he 
helped develop during the past 
five yea rs, which gives him a 
totally new perspective of this 
business. 
Carla Kimball '82MBA 
has received her mas ter 's 
degree in counseling and psy-
cho logy, and is now self-
employed as an educator and 
consultant in Massachuse tts. 
She specializes in issues of 
change management, s tress 
reduction, and wellness. 
Ralph Riedel '82MBA 
has been a partner w ith 
Andersen Consulting in 
Philadelphia, PA since 
September 1, 1993. He is married 
to Laura DePaola '82MBA and has 
three young children, Jenn ife1; 
Ralph, and Matthew. 
Cynthia Stoll '82MBA 
has been worki ng for Walt 
Disney World for the past eight 
years with all of her time spent in 
the entertainment division, cur-
rently as the entertainment 
librarian. Her volunteer work in 
the community includes the 
Orlando Shakespeare Festival 
and other local theatres. She 
writes that she does travel often 
and hopes someday to go 
around the world alphabetically, 
and possibly write a book about 
it! 
fP):f• 
Craig Davies '84EMBA 
writes that in late 1993, the busi-
ness he had been rumring since 
1985 was sold, and he was able to 
cash out his 35% interest. He 
decided not to retire, but instead 
took a position as chief opera ting 
officer of a firm in New York 
City. He and his wife, Kay, lived 
and worked in midtown 
Manhattan for about one yeai~ 
until April 1994 when he accept-
ed his cmrent position as presi-
dent / ceo of Utilx Corporation in 
Kent, WA. He believes that this 
firm possesses considerable 
upside potential since it is in a 
turn-around situation and is 
publicly held. He and his wife 
also recently purchased a vaca-
tion home at Sugar Mill in New 
Smyrna Beach. 
Brian Fatigati '84MBA 
was married on October 22, 1994 
to Cheryl Annette Good of 
Tampa, FL. He is currentl y 
working as a salesman for 
WFTV-Cha1U1el 9, and lives in 
Orlando, FL. 
Rufus Munn '84EMBA 
recently retired from corporate 
America after serving 32 years 
w ith United Telecommunications 
and Sprint Corporation. He 
writes that he is now doing what 
he wants to do which includes 
working on his Ph.D. in counsel-
ing at the University of Alabama. 
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Debra Cito '85EMBA 
has had three chi ldren since 
gradua tion, which she says are 
the highlight of her life. She and 
her husband have doubled the 
size of thei1· small business, JMC 
Services, in terms of gross rev-
enue and profitability. They 
have also expanded its Orlando 
base to service Central Florida 
from the east to west coast. 
Michael Lyster '82 '85MBA 
is vice president of Socie ty 
Na tional Trust Company and 
works in its business develop-
ment office in Naples, FL. He 
also serves on the Leukemia 
advisory board and the Humane 
Society advisory board . His 
wife, Susan, also volunteers for 
the Humane Society and the 
Naples Chamber of Commerce. 
Richard Torgerson '85MBA 
is working as the director of 
grant development for North 
Oakland Medical Centers in 
Pontiac, MI. He and his wife, 
Kathleen, have two young chil-
dren. 
•PJ:nj 
David Bell '86MBA 
writes that he has sold his tlu·ee 
retail businesses in the 
Washington D.C. area and has 
moved his family to Arizona. He 
now works for Federal Express, 
and has re-learned what it is like 
to work for someone else and not 
be responsible for the business 24 
hours a day. He says it is a wel-
come change! 
David Callen '86EMBA 
is the president of H.I. 
Development Corpora tion 
which is headquartered in 
Tampa, FL. Although work with 
the company has been extremely 
busy with hotels located across 
the United States, the Caribbean, 
and in Europe, he writes that 
everything is going fine. 
Vicki Britton Cox '86EMBA 
writes that she and her husband, 
J. Shelby Cox '87 / MBA, moved 
to Jacksonvil le, FL in July 1994. 
Vicki is a seni or vice presiden t 
with First Union, and Shelby is a 
vice president with SouthTrust. 
Jerry Kerlee '86MBA 
is currently working as a senior 
auditor with the Defense 
Contract Audit Agency in West 
Palm Beach, FL. He has also 
served as the treasurer and finan-
cial vice president of the North 
Palm Beach / Palm Beach 
Ga rd ens Jaycees since 1993, and 
received awards for his perfor-
mance in this position during the 
first quarter 1993/1994 and dur-
ing the second quarter 
1994 / 1995. He was also the 
Region 12 coordinator for the 
Florida Jaycee Disaster Relief 
Team in 1994/ 1995 and for the 
Florida / Alabama floods dming 
the summer of 1994. 
Russell Ramski '86MBA 
found ed Information Distribu-
tion TeclU1ologies in February 
1995. His company, headquar-
tered in Orlando, FL, is a 
provider of hardware, software, 
and applications for fa x-on-
demand and other enhanced fac-
simile services. 
George Sammet '86MBA 
was p romoted to sales manager 
for broad-band network services 
for the BellSouth Corporation. 
His territory responsibilities 
include Florida, North Carolina, 
and South Carolina. 
Paula Zwack '82 86MBA 
was recently promoted to fi scal 
and fran chise manager of the 
utilities division for the Polk 
County Board of Commissioners. 
fPJ:fJ 
Dave Bleakney '87MBA 
assumed his curren t position as 
chief executive officer of 
Angleton Danbury Hospital 
District following a five year 
stint as chief executive officer of 
Santa Rosa Hospital. Angleton 
Danbury Memorial Hospital is 
an affilia te of the Memorial 
Hospital System of Houston, TX . 
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Dave Ehrhardt '87MBA 
am1ounces his engagement to 
Kelly Miller! He is currently 
working as a market financial 
analys t for Aeh1a Life & Casualty 
in Boston, MA. 
Marshall Gunsel '87MBA 
resigned from Ryd er Dedica ted 
Logistics in December 1994 to 
reloca te back to the Philadelphia 
area. He then accepted a posi-
tion on Mai-ch 6, 1995 as a con-
h-oller with the grocery supply 
systems division of Unisource 
Worldwide, an Alco Standard 
company. He writes that he is 
excited about this opportuni ty 
and thrilled to be back in the 
Phil adelphia area with his family 
and friends. 
Angel Mendez '87MBA 
recently accepted a new position 
with Allied Signal, Inc. as direc-
tor of international procurement, 
and reloca ted to the Phoenix 
area. He is currently responsible 
for the intern ational procure-
ment strategy and its develop-
ment and implementation for the 
aerospace sector of the corpora-
tion. 
Robert Pulver '87EMBA 
has retired again, this time after 
six years of teaching advertising 
classes at Southwest Texas State 
University. 
Douglas Roth '83 '87MBA 
was recently promoted to city 
executive/ area manager of 
BB&T for the Asheville area. As 
area managei~ he currently over-
sees all retail, commercial, mort-
gage, and invesh11ent operations. 
He writes that his family moved 
to Asheville, NC in 1992, and 
loves the mow1tains. His two 
sons, Michael and Mathew are 
both very active in scouting, bas-
ketball, baseba ll, and normal 
chaos! 
Don Scholl '80 '87MBA 
had been working for HYDRA-
CO Enterprises, an indepen-
dent power produce1~ until a 
fr iendl y takeover changed its 
corpo rate foc us in la te 1994. He 
then p urchased a 33 MW from 
the company's portfolio and 
s ta rted PurEnergy, w hich 
focuses on the redeveloping, 
own ing, and managing of inde-
pendent power projects that are 
financia ll y and technica lly chal-
lenged . 
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Juli Perry Briggs '88MBA 
res ig ned from the office of 
senior vice president of wo rld-
wide operations at De ll 
Computer Corpora tion in 
Austin, TX to marry Major John 
Briggs. The two were married 
by her father in Houston on 
June 26, 1994. She worked as 
an adjunct professo r teaching 
management information sys-
te ms, decision s upport a nd 
expert sys tems, and basic 
Windows/ WordPerfect / Quattro 
Pro to undergraduate and 
grad uate s tudents at the 
Uni ve rs ity of Mary H ardin in 
Baylo1~ TX. Then in June 1995, 
she and her husband re located 
to Riyadh, Saud i Arabia where 
he will be the logistics advisor 
to a Sa udi Na tiona l Guard 
Genera l for the next 2-3 yea rs. 
Stephen Carroll '88MBA 
recently resigned from a sa les 
manager position for a North 
Caro lina cabinet manufacturer 
to s tart his own manufacturer 
representat ive company, Carro ll 
Associa tes, in Newark, DE. 
William Decastro '88MBA 
re located from Detroit, MI, the 
corpora te headquar ters of 
Fruehauf Tra il e r Corporation, 
to its fac ili ty in San Antonio, 
TX, and serves as general man-
ager of this fac ility w hich gen-
erates $10 mi llion in annua l 
sa les. H e has been w ith the 
company for over 18 years. 
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G. Wayne Johnson '88MBA 
recentl y accepted a position as 
controll er for the Kentucky 
divi s io n of Columbia / HCA 
H ea lthcare Corporation, the 
larges t for-prof it hospita l and 
hea lthcare service chain in the 
na tio n. He was previo usly 
employed as a senior financia l 
analyst with H umana, Inc., one 
of the la rges t managed ca re 
insurers. 
Carlos Louro '88EMBA 
recently moved from Ri o de 
Janeiro to Sao Pa ulo, Brazil, and 
became a partner / director of 
marketing for Witte l 
Communications. The compa-
ny supp lies various communj-
ca tions products for the trading 
rooms of financial ins titutions. 
He writes that a lthough there is 
a lot of work, he is doing well 
and is very happy! 
Kevin Shaw '88MBA 
is a senior design analys t for 
Bank One Services Corporation 
in Co lumbus, OH. His job 
invo lves design and ins tall a-
tion o f large scale computer 
networks for the eighth largest 
bank in the nation. Bank One 
was the world's second most 
profitab le large bank until it 
took a deri va ti ves-ca used $285 
million hit in 1994. He also 
writes that he, his wife, and 
two sons have been in Ohio for 
over three yea rs and are enjoy-
ing the seasons, including the 
21 inches of snow in his ya rd 
last winter. 
Michael Skat '88MBA 
accep ted a position as v ice 
pres ident and director of busi-
ness services for SouthTr us t 
Bank of Orlando in December 
1994. He also recently spent 
eighteen months fishing profes-
s io na l bass tourna ments 
th ro ughout the United States 
and Canada. 
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Keith Bowman '89MBA 
is serving in the United States 
Navy on the U.S.S . Louisvill e 
off of Pear l Harbor, Hawaii. H e 
was recentl y screened for 
nuclear submarine command, 
and his shore assignment prior 
to this co mm and is as an 
exchange officer o n the 
Austra li an submar ine squad-
ron s taff in Perth, Aus tra lia. 
Lilli Bashara Cain '89MBA 
is currently the chi ef fin ancia l 
officer for Capito l P laza 
Corporation in Montpe lie1~ VT. 
She w rites that Capitol Plaza 
Hotel has exceeded a ll of its 
pro-forma s tatem ents in its 
open ing yea1~ and has become a 
grea t lea rnin g experience for 
her as it adds to her servi ces 
background. 
Steve Eisenhart '89MBA 
bega n cons ulting indus tri a l 
firms in Sa udi Arabia whi le 
working as a lecturer in mar-
keting at the Universi ty of 
Ta mpa. In March 1995, he 
moved to Riyadh to accept a 
long-term assignment as com-
mercial manager and vice pres-
ident of marketing with Al 
Sharq Factories, the Kingdom's 
largest manufacturer of indus-
tri al and consumer plas tics. He 
maintains his residence o n 
Sand Key Beach in Clearwa te1~ 
and returns there for the holi-
da ys. 
William Freiwah '89MBA 
is wo rking in pre-sa les market-
ing support on the AIX and 
AS400 platform for IBM 
Corporation in Markha m, 
Ontario, Ca nada . He a lso 
writes to announce his recent 
marriage on July 1, 1995. 
Matt Stevens '89MBA 
is working as the director of 
marketing for Un ited 
Purchasing Associates in 
Sanford, FL. H e is also writing 
a book entitled Marketing in 
the Wholesa le Dis tributio n 
Environment. He writes to 
announce the firs t birthday of 
his son, David, on Aug us t 5, 
1995. 
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Doug Terreson '89MBA 
is curren tl y a firs t vice presi-
dent and international oil ana-
lys t for PaineWebber in New 
Yo rk City. He was recently 
married in October 1994. 
Lauren Cravens Wert '86 
'89MBA 
is an ad minis tra tor at Nor thern 
Hills Medical Gro up in Sa n 
Antonio, TX . She w rites to 
announce that she and her hus-
band, Jeff, celebrated the birth 
of their first child, Travis, on 
February 25, 1995. 
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Nathan Dubin '90MBA 
recently completed the man-
agement training progra m w ith 
Air Express International and 
was promoted to the posi tion of 
operations supervisor. 
Katherine Lee Johnson '90MBA 
is the manager of marketing 
and finance for the Geo thermal 
Heat Pump Consortium, a not-
for-profit organization tha t 
functions as a p ubli c and pri-
vate partnershi p between gov-
ernment, individuals, and asso-
ciat ions to market geo thermal 
hea t p um ps whi ch use less 
energy and are environmenta l-
ly fr iendly. The consortium is 
made up of represen tatives 
from the utility compan ies, pri -
vate industry, and ve ndors, and 
is funded by gra nts from the 
Department of Energy and the 
Environmental Protection 
Agency. Prior to accep ting this 
position, Katherine worked as a 
u til ities consultant for six yea rs, 
and was ac tuall y consulting 
members of this same conso r-
tium. 
Mark Marshall '90MBA 
is working as a certified fi nan-
cial p lanner for Ameri ca n 
Exp ress Financial Adv iso rs in 
O rl ando, FL. H e is a member of 
the firm 's Advanced P lanner 
Gro up, and specia lizes in re tire-
ment planning, es tate p lanning, 
and sma ll business planning. 
Janet Crostic Muse '90MBA 
writes that she was married on 
October 3, 1992 and moved to 
the Kansas City area in 
September of that same year. 
She accepted a position as divi-
sion collection manager for 
Kemper National Insurance, and 
was named to the "Who's Who 
Worldwide Registry of Global 
Business Leaders" as a lifetime 
member in 1993. Then in 
December of 1994, she received 
her A.I.M. (Associate in 
Management) designation from 
the Insurance Institute of 
America. 
Ben Noel '90MBA 
was recruited out of Crummer 
by Esco Electronics, a spin-off of 
Emerson Electric. Since then, he 
has served as a principal finan-
cial analyst in St. Louis, MO, a 
plant controller in Orlando, FL, 
and currently serves as the direc-
tor of finance at the electro-
mechanics division in Austin, 
TX. 
Elizabeth "Tibby" Hueber 
Shine '90MBA 
was married on April 16, 1994 to 
Scott Shine. She is working as a 
senior project analyst with 
Barnett Banks, Inc. in 
Jacksonville, FL. 
J. Michael Shoemaker '90MBA 
was recently promoted to sec-
tion head of seconda ry payloads 
for ADF, Inc. located in Brook 
Park, OH. In this position, he 
has developed two payloads for 
the space shuttle, and has six 
additional experimenta l pay-
loads currently under develop-
ment. He also developed and 
participated in the zero gravi ty 
aircraft testing, and has devel-
oped an innova tive gas / fluid 
system whk h was awarded a 
patent and, consequently, is 
leading to new business devel-
opment. He also w rites to 
announce the birth of his second 
son, Timothy Howard, on 
January 22, 1995. 
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Donna Martin Stimak '90EMBA 
is the executive director of 
Sandia Na tional Laboratories for 
the Martin Marietta Corporation 
in Albuquerque, NM. Since 
October 1993, she has been 
responsible for all the procure-
ment activity for Sandia 
National Labs, totalling approxi-
mately $1 billion annually. She 
also writes that she was married 
on December 30, 1994 to Michael 
Stimak. 
Kimberly Young '90MBA 
is working as a supervising 
senior auditor for KPMG Peat 
Marwick Thorne, and is com-
pleting a two-year international 
rotation in the Toronto office. 
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Catherine Pleines Cochran 
'91MBA 
writes that she and her husband 
have started their own business, 
Creative Solutions. The compa-
ny focuses on computer and 
management consulting, and 
also touches on graphic design. 
Marty Jones '91MBA 
was promoted to manu facturing 
manager for Invaca re, loca ted in 
Sanford, FL. He is responsible 
for approximately 100 hourly 
associates who are producing a 
product which genera tes about 
$45 million annually. 
Mark Youndt '91MBA 
writes to announce his marriage 
to Karen Kellogg in December 
1993. He is currently a doctoral 
candidate at Penn State 
University, and is expecting to 
complete his degree in the 
spring of 1997. 
Vicki Geiler '92MBA 
is working as a staff accow1tant 
for Johnson Con trols World 
Services, Inc. in Cape Canaveral, 
FL. She writes that after spending 
six months of 1994 sailing the 
Caribbean, she p lans to leave 
again in December 1995 to find 
some new islands to enjoy! 
Glenn Harris '92MBA 
is an associate director of 
Variable Arrnui ty Life Insurance 
Company (VALIC) out of 
Houston, TX. He writes to 
arn1ounce that his son, Ryan 
Sutherland, was two years old 
on September 15, 1995. 
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Jon Michaud '92MBA 
writes to celebrate his marriage 
to Jodi Bernhardt on Januai-y 8, 
1994, and the birth of his son, 
Jonathan David, on December 1, 
1994. Jon is currently working as 
a manufacturing engineer for 
DSC Communications, Inc. in 
Plano, TX. 
Barry Oxford '92MBA 
is an associate analyst with Alex 
Brown & Sons, headquartered in 
Baltimore, MD. He wri tes that 
he has recently taken the CF.A. 
exam. 
Bradley Parlee '92MBA 
am10Lmces his recent marriage 
in June 1995. He is currently a 
district manager for General 
Electric Distribution and Control 
Sales in Maitland, FL. 
Robert Perry '92EMBA 
moved two years ago from 
Tupperware in Orlando to a 
position as director of MIS for 
Telematics International in Fort 
Lauderdale, FL. In this position, 
he ad ministers the introduction 
of client-server technology into 
Telematics, a project which he 
says is moving ahead on sched-
ule. He is also invo lved in the 
business process re-engineering 
efforts of the firm. 
Jackie Vlieg '92MBA 
accepted a position in February 
1993 with ABN-AMRO Bank in 
Curacao, Netherlands Antilles, 
and was promoted to account 
officer in November 1994. He is 
now responsible for accoLmt 
management in the corporate 
banking division, both onshore 
and offshore. 
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Rebecca Watson '92MBA 
is working as the clinical coord i-
nator of day trea tment for 
Florida Hospital. She was 
responsible for plarrning a 
fundraising event at Alaqua 
Country Club in May 1995 that 
helped to raise scholarship 
funds for the Brain Injury 
Outpatient Program. 
Scot Weiss '92MBA 
recently reloca ted back to the 
Orlando area to begin working 
for Rank Leisure USA as a 
corporate controller. Prior to his 
reloca tion, Sco t was in 
Melbourne, FL for two years 
working as a senior financial 
an alyst for Harris Corporation. 
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John Crystal Jr., '93EMBA 
is the president of Earle G. Ward 
Auto Parts, Inc. headquartered 
in Fern Park, FL. He writes that 
he was recently elected to the 
board of directors of the Florida 
Automotive Wholesa lers 
Association to serve a t\u·ee-year 
term. 
Beth Griffin '93MBA 
moved with her husband, 
Kevin, to Perrnsylvania where he 
was hired at Pem1 State 
University. As vice president of 
Dickinson Advertising, she has 
opened a new office in 
Bellefonte, PA, and says she is 
doing well locally. She and her 
husband have two children, 
Patrick and Nell. 
Barbara Hollerand '93MBA 
writes that she and her husband, 
Ron, are back in the Orlando 
area after a year in St. 
Petersburg, and are staying for 
good! She accepted a position as 
a communica ti ons specia lis t 
with Comm unity Outreach, a 
program of the Eas t Central 
Florida Regiona l Planning 
Council. 
Philip Landry Jr., '93MBA 
was recently promoted from 
sys tems consultant to account 
manager for Info tech 
Interna tional out of Tampa, FL. 
Mariano Perez '93MBA 
moved to Miami, FL in July 
1994, and is working as a vice 
president for PaineWebber. 
Alicya Simmons '93MBA 
is an industrial / income-produc-
ing property specialist for 
Properties Atlantic, Inc. in 
Winter Park, FL. She writes that 
her daughter, Krystyna 
Eliza beth, w ill be one on 
December 7, 1995. 
Tom Tong '93MBA 
is the vice president of Holt 
Enterprise, Inc. headquartered 
in Grand Prairie, TX. He writes 
that he is still enjoying working 
for himself! 
Jim Wolf '93MBA 
is a plant manager for Sonoco 
Products Company in Broken 
Arrow, OK. He writes that 1994 
was the most successful year for 
his plant since its inception in 
1982. Through hard work and 
teamwork, they were able to 
double the net profit percentage. 
He says that Tulsa is nice, but he 
does miss Florida! 
Arnie Zissman '93MBA 
is the dis trict manager of 
Ta llahassee North for Sprint-
Centel Corporation. He writes 
to aimounce the birth of his son, 
Blake Evan, born February 4, 
1995. 
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Matthew Collins '94MBA 
writes that he recently resigned 
from FHP Healthcare in 
Cali fo rnia to accept a position as 
PPO development coordinator 
with CorVer Corporation in 
Brentwood, TN. 
Judy Curry '94MBA 
was promoted in January 1995 
to director of financial reporting 
for Tupperware Worldwide in 
Orlando, FL. 
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David Espig '94MBA 
was offered a position wi th 
Merck & Company in West 
Palm Beach, FL three days 
before graduation . Since then, 
he has been recognized for com-
puter proficiency and offered 
positions as systems service and 
market stra tegist for a launch 
team for a new product, in addi-
tion to his present position as a 
professional representative. He 
says that he is on the "fast-
track" for international manage-
ment and stra tegic marketing. 
Cheryle MacKenzie '94MBA 
was promoted in June 1994 to 
corpora te controller of the 
Greater Auction Group in 
Orlando, FL. Then in January 
1995, she went to par t-time sta-
tus in order to start her own 
business. 
Alex Matulich '94EMBA 
is an electrical engineer for 
Naval Sea Systems Command 
in Arlington, VA. He writes that 
he is enjoying his job which 
involves ship design, both R&D 
and program management, 
with emphasis on radar signa-
tures, and lots of traveling. His 
apartment sits on top of a mall 
that meets all of life's needs, and 
he can walk indoors to work if 
he wants! 
Charlotte Brewer Mills '94MBA 
was married on July 30, 1994 to 
Charles Mills, and then moved 
to Boston, MA. She accepted a 
position with Bank of Boston as 
a marketing manager responsi-
ble for branch marketing for the 
s tate of Massachusetts. Her 
husband is attending Harvard 
Business School (class of '96), 
and they hope to se ttle in 
Atlanta upon graduation. 
Todd Milner '86 '94MBA 
is a senior program planning 
ana lyst for Martin Marietta 
Technologies, Inc. He has been 
working on a program to adopt 
acquisition reform. He writes 
that the analysts are grouped 
into integra ted product teams, a 
s trategy that allows him to uti-
lize much of what is taught at 
Crummer. The teams have per-
formed at double the pace with 
half the people and less than 
half of the cost of a program set-
up under the old matrix system. 
Dana Parrish '94MBA 
moved to Jacksonville, FL after 
grad uation in April 1994 to 
become director of sa les and 
marketing for Ocean Software, a 
s tart-up software development 
company. She also got married 
in November of that same year. 
Sharon Shimick '94EMBA 
s tarted her own business, S.L. & 
Associates, a management con-
sulting firm in New Smyrna 
Beach, FL. 
Jonathan Slater '94MBA 
is an associate with Lincoln 
Property Company of Florida. 
He writes that he has received a 
fasc inating education w hile 
moving into the role of leasing 
agent for commercial proper ty. 
Jack Tomlinson '94MBA 
is the owner of Cold Tap, Inc. of 
Florida . He was recently 
awarded the dealership for a 
new s ta te-of-the-art beverage 
chilling system in Centra l 
Florida. He is working full-time 
in this business and is interested 
in meeting alumni who are in 
the beverage business, specifi-
ca lly bars and restaurants. 
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Alex.Dizon '95MBA 
is working as a supervisor for 
BellSou th Telecommunications 
in Sumise, FL. He writes that he 
is building up frequent flyer 
mileage w ith his sched uled 
executive training in Atlanta, 
Chicago, Boston Heights (OH), 
and Irving (TX), all within tlu·ee 
months time. 
Giraldo Gutierrez '95EMBA 
is the operations manager for 
AT&T in Orlando, FL. He also 
writes that he played in a sum-
mer YMCA basketball league 
with former classmates Seth 
Bobet, Jordan Lomas, Kevin 
Lansberry, Roby Stowe, and 
Paul Jubelt. The team is appro-
• THE CiWMMER QUARTERLY 
priately named the Crummies, 
for the school of course, not the 
way they play! 
Jennifer Janette '94 '95MBA 
accepted a position in June 1995 
as PR/Sales & Marketing man-
ager for Cafe Tu Tu Ta ngo in 
Orlando, FL. 
William Johnson '95MBA 
writes to a1mounce the birth of a 
baby boy, Connor, his third 
child. He is working as a plant 
manager for ABB Distribution 
Systems Division in Florence, 
SC. 
Jill Lynch '95MBA 
recently accepted a position 
with DePrince, Race & Zollo, 
Inc. in Orlando, FL. 
Kathryn Mentzer '95MBA 
accepted a position as a relation-
ship manager for Wachovia 
after graduation and moved to 
Winston-Salem, NC. 
Alan Schneider '95MBA 
is currently the director of radia-
tion oncology at the Walt Disney 
Memorial Cancer Institute at 
Florida Hospital. He is current-
ly involved in the expansion of 
this program which involves the 
design and construction of a 
new facility that will house all 
the components of the cancer 
program. He writes that this 
will have tremendous benefi ts 
for their patients and the com-
munity. 
IL 
Events Calendar 
December 5, 1995 
Alumni Board 
Holiday Cocktail Party 
Church St. Station 
Orlando 
February 8, 1995 
Dean's Executive Lecture Series 
Mr. Joe Mack 
Retired Chairman 
Saatchi & Saatchi 
Crummer 
February 16, 17, 18, 1996 
Accelerated MBA 
Preview Weekend 
Crummer 
February 29 - March 2, 1996 
Bach Festival 
Rollins College 
April 19, 20, 21, 1996 
Crummer Reunion Weekend 
Crummer 
April 19, 1996 
Alumni Recognition Dinner 
Crummer Hall of Fame Induction 
Keynote Speaker -
Mr. Paul Steiger 
Managing Editor 
Wall Street Journal 
April 27, 1996 
Crummer Class of 1996 
Graduation Ceremonies 
Crummer 
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Edward Moses, Dean 
Crummer Graduate School of Business 
is pleased to announce 
the appointment 
of 
MATTHEW H. BRETZ 
as 
Director of Alumni Relations 
Matthew H. Bretz was appointed as Director 
of Alumni Relations at the Roy E. Crummer 
Graduate School of Business at Rollins 
College effective September 11, 1995. Prior 
to his appointment, Mr. Bretz was actively 
involved in the MBA program as graduate 
assistant to the Associate Dean. As a 
member of the Dean's List, he earned 
his MBA with a concentration in 
Management in April of 1995. 
Before entering the MBA program at 
Crummer, Mr. Bretz worked for the Philips 
Van Heusen corporation managing several 
retail operations in three western states. He 
earned his B.A. in Theatre at 
Denison University in 1989 . 
im'J2r.ovemen t?, 
con t~ibu te?, 
Please write the Director of Alumni 
Relations, Matthew Bretz at: 
Crummer Alumni Office 
1000 Holt Avenue - 2722 
Winter Park, FL 32789-4499 
Or call or fax us at: 
Phone: ( 407) 628-6330 
FAX: (407) 646-1550 
Toll Free: (800) 866-2405 
For those of you online, you can 
e-mail your comments, ideas and 
suggestions at: 
mbretz@rollins.edu 
Internet users can access us by 
connecting to: 
http://www.crummer.rollins.edu 
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